
Marketing Activities and Study Guide ©2009 South-Western, Cengage Learning iii

CONTENTS 

CHAPTER 1  MARKETING TODAY AND TOMORROW   1 
LESSON 1.1 WHAT IS MARKETING?   1 
LESSON 1.2 BUSINESS NEEDS MARKETING   3 
LESSON 1.3 UNDERSTANDING THE MARKETING CONCEPT   5 
LESSON 1.4 THE CHANGING ROLE OF MARKETING   7 

 
CHAPTER 2  SOCIALLY RESPONSIVE MARKETING   9 
LESSON 2.1 THE IMPACT OF MARKETING   9 
LESSON 2.2 CRITICISMS OF MARKETING   11 
LESSON 2.3 INCREASING SOCIAL RESPONSIBILITY   13 

 
CHAPTER 3  MARKETING BEGINS WITH ECONOMICS   15 
LESSON 3.1 SCARCITY AND PRIVATE ENTERPRISE   15 
LESSON 3.2 OBSERVING THE LAW OF SUPPLY AND DEMAND   17 
LESSON 3.3 TYPES OF ECONOMIC COMPETITION   19 
LESSON 3.4 ENHANCING ECONOMIC UTILITY   21 

 
CHAPTER 4  THE BASICS OF MARKETING   23 
LESSON 4.1 CHANGES IN TODAY’S MARKETING   23 
LESSON 4.2 PLANNING A MARKETING STRATEGY   25 
LESSON 4.3 UNDERSTANDING CONSUMERS AND COMPETITORS   27 
LESSON 4.4 THE VARIED ROLE OF MARKETING   29 

 
CHAPTER 5  MARKETING INFORMATION AND RESEARCH   31 
LESSON 5.1 UNDERSTANDING THE NEED FOR MARKET INFORMATION   31 
LESSON 5.2 FINDING AND MANAGING MARKETING INFORMATION   33 
LESSON 5.3 USING MARKETING RESEARCH   35 
LESSON 5.4 COLLECTING PRIMARY DATA   37 

 



iv ©2009 South-Western, Cengage Learning Contents 

CHAPTER 6  MARKETING STARTS WITH CUSTOMERS   39 
LESSON 6.1 UNDERSTANDING CONSUMER BEHAVIOR   39 
LESSON 6.2 WHAT MOTIVATES BUYERS?   41 
LESSON 6.3 INFLUENCING CONSUMER DECISIONS   43 

 
CHAPTER 7  COMPETITION IS EVERYWHERE   45 
LESSON 7.1 FOCUSING ON MARKET SEGMENTS   45 
LESSON 7.2 POSITIONING FOR COMPETITIVE ADVANTAGE   47 
LESSON 7.3 COMPETING FOR MARKET SEGMENTS   49 
LESSON 7.4 LEARNING ABOUT THE COMPETITION   51 

 
CHAPTER 8  E-COMMERCE AND VIRTUAL MARKETING   53 
LESSON 8.1 WHAT IS E-COMMERCE?   53 
LESSON 8.2 THE GROWING IMPORTANCE OF E-COMMERCE   55 
LESSON 8.3 VIRTUAL MARKETING AND DISTRIBUTION   57 
LESSON 8.4 THE ROLE OF PROMOTION FOR E-COMMERCE   59 

 
CHAPTER 9  DEVELOPING A MARKETING STRATEGY AND 

MARKETING PLAN   61 
LESSON 9.1 ELEMENTS OF A MARKETING STRATEGY   61 
LESSON 9.2 MARKETING MIX ALTERNATIVES   63 
LESSON 9.3 ANALYZING CONSUMER PURCHASE CLASSIFICATIONS   65 
LESSON 9.4 MARKETING PLANNING   67 
LESSON 9.5 DEVELOPING A MARKETING PLAN   69 

 
CHAPTER 10  DEVELOPING SUCCESSFUL PRODUCTS   71 
LESSON 10.1 STARTING WITH A PRODUCT   71 
LESSON 10.2 COMPONENTS OF THE PRODUCT MIX ELEMENT   73 
LESSON 10.3 PRODUCTS FOR CONSUMERS AND BUSINESSES   75 
LESSON 10.4 NEW PRODUCT DEVELOPMENT   77 

 



Marketing Activities and Study Guide ©2009 South-Western, Cengage Learning v

CHAPTER 11  SERVICES NEED MARKETING   79 
LESSON 11.1 WHAT ARE SERVICES?   79 
LESSON 11.2 CLASSIFYING TYPES AND EVALUATING QUALITY   81 
LESSON 11.3 DEVELOPING A SERVICE MARKETING MIX   83 

 
CHAPTER 12  BUSINESS-TO-BUSINESS MARKETING   85 
LESSON 12.1 BUSINESS-TO-BUSINESS EXCHANGES   85 
LESSON 12.2 MAKING BUSINESS PURCHASE DECISIONS   87 
LESSON 12.3 BUSINESS PURCHASING PROCEDURES   89 
LESSON 12.4 RETAIL PURCHASING   91 

 
CHAPTER 13  GETTING PRODUCTS TO CUSTOMERS   93 
LESSON 13.1 MARKETING THROUGH DISTRIBUTION   93 
LESSON 13.2 ASSEMBLING DISTRIBUTION CHANNELS   95 
LESSON 13.3 WHOLESALING MANAGES THE MIDDLE   97 
LESSON 13.4 RETAILING REACHES CONSUMERS   99 
LESSON 13.5 PHYSICAL DISTRIBUTION   101 

 
CHAPTER 14  DETERMINING THE BEST PRICE   103 
LESSON 14.1 THE ECONOMICS OF PRICE DECISIONS   103 
LESSON 14.2 DEVELOPING PRICING PROCEDURES   105 
LESSON 14.3 PRICING BASED ON MARKET CONDITIONS   107 

 
CHAPTER 15  EFFECTIVE PROMOTION MEANS EFFECTIVE 

COMMUNICATION   109 
LESSON 15.1 PROMOTION AS A FORM OF COMMUNICATION   109 
LESSON 15.2 TYPES OF PROMOTION   111 
LESSON 15.3 MIXING THE PROMOTIONAL PLAN   113 

 



vi ©2009 South-Western, Cengage Learning Contents 

CHAPTER 16  BE CREATIVE WITH ADVERTISING   115 
LESSON 16.1 WHAT IS ADVERTISING   115 
LESSON 16.2 ADVERTISING PLANNING   117 
LESSON 16.3 ADVERTISING EXECUTION AND EVALUATION   119 

 
CHAPTER 17  SELLING SATISFIES CUSTOMERS   121 
LESSON 17.1 THE VALUE OF SELLING   121 
LESSON 17.2 PREPARING FOR EFFECTIVE SELLING   123 
LESSON 17.3 THE SELLING PROCESS AND SALES SUPPORT   125 

 
CHAPTER 18  MARKETING IN A GLOBAL ECONOMY   127 
LESSON 18.1 THE EXPANDING WORLD ECONOMY   127 
LESSON 18.2 HOW BUSINESSES GET INVOLVED   129 
LESSON 18.3 UNDERSTANDING INTERNATIONAL MARKETS   131 

 
CHAPTER 19  MANAGING RISKS   133 
LESSON 19.1 ASSESSING BUSINESS RISKS   133 
LESSON 19.2 IDENTIFYING MARKETING RISKS   135 
LESSON 19.3 MANAGING MARKETING RISKS   137 

 
CHAPTER 20  MARKETING REQUIRES MONEY   139 
LESSON 20.1 MARKETING AFFECTS BUSINESS FINANCES   139 
LESSON 20.2 TOOLS FOR FINANCIAL PLANNING   141 
LESSON 20.3 BUDGETING FOR MARKETING ACTIVITIES   143 

 



Marketing Activities and Study Guide ©2009 South-Western, Cengage Learning vii

CHAPTER 21  ENTREPRENEURSHIP AND MARKETING   145 
LESSON 21.1 UNDERSTANDING ENTREPRENEURSHIP   145 
LESSON 21.2 CHARACTERISTICS OF ENTREPRENEURS   147 
LESSON 21.3 BUSINESS OWNERSHIP OPPORTUNITIES   149 
LESSON 21.4 LEGAL NEEDS OF ENTREPRENEURS   151 
LESSON 21.5 DEVELOPING A BUSINESS PLAN   153 

 
CHAPTER 22  TAKE CONTROL WITH MANAGEMENT   155 
LESSON 22.1 THE FUNCTIONS OF MANAGEMENT   155 
LESSON 22.2 MANAGING EFFECTIVELY WITH A MARKETING PLAN   157 
LESSON 22.3 THE WORK OF MARKETING MANAGERS   159 

 
CHAPTER 23  PLANNING YOUR FUTURE IN MARKETING   161 
LESSON 23.1 BENEFITS OF A MARKETING CAREER   161 
LESSON 23.2 EMPLOYMENT LEVELS IN MARKETING   163 
LESSON 23.3 MARKETING EDUCATION AND CAREER PATHS   165 
LESSON 23.4 BEGINNING CAREER PLANNING   167 



 

 


